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摘  要 
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The new economic era, human capital has become an important source of competitive 
advantage. In order to accumulate human capital, more and more enterprises recruit new 
college graduated as an important measure of its implementation of strategic human resource 
management. However, when it comes to new college graduates cultivating, many companies 
are still conducting active exploration in practice, and there is rare of research of sales new 
college graduates employee onboarding training from theory prospect as well. 
In order to adapt to changes, as one of IT multinationals in China, D company is ongoing 
transformation, in which the strategic transformation of human resource management is the 
core part of the transition. 2014, in order to implement the company's human resources 
management strategy, HR launched the annual "Campus recruitment "project for sales team 
for the first time. This strategic posed a challenge to sales onboarding training, there is no 
specific sales onboarding training system for fresh college employees. In this context, how to 
build a special onboarding training system for this new hires to boost business development, 
has become an important subject for D company sales training, HR department and executive 
leadership team. 
Based on a brief overview of the training system research and the competency model 
theory, the article introduced the D company as well as its human resources and sales 
department firstly. And then, it analyze the situation and challenges of sales training. Finally, 
from the perspective of competency model, this article construct a new specialized onboarding 
training system for sales new college graduates employee base on D company’s strategic 
objective and training situation,  
This study provided specialized onboarding training solution for sales new college 
graduates of D company’s campus recruitment project. This program also can be a reference 
for the similar enterprises new college graduates orientation. At the same time, we also expect 
the results of this study can become the reference for rebuilding D company sales onboarding 
system of normal hiring program, finally, optimize the whole onboarding training system of 
sales team. 
 















目  录 
第一章  绪论 ............................................................................................ 1 
一、研究背景 ................................................................................................... 1 
二、研究意义 ................................................................................................... 2 
三、研究内容和研究方法 ............................................................................... 3 
第二章  相关理论综述 ............................................................................ 5 
第一节  培训的基本理论 .................................................................................... 5 
一、培训体系理论 ........................................................................................... 5 
二、培训相关理论简述 ................................................................................... 7 
三、新员工入职培训简述 ............................................................................. 10 
第二节  胜任力理论简述 ................................................................................... 11 
一、胜任力的定义 .......................................................................................... 11 
二、胜任力模型 ............................................................................................. 12 
三、胜任力模型与培训的关系 ..................................................................... 13 
第三节  基于胜任力的培训体系 ...................................................................... 13 
一、基于胜任力的培训的定义 ..................................................................... 14 
二、基于胜任力构建培训体系的意义 ......................................................... 14 
小 结 ............................................................................................................... 15 
第三章  D公司及其销售团队概述 ...................................................... 16 
第一节  D公司概述 .......................................................................................... 16 
第二节  D公司人力资源现状 .......................................................................... 17 
一、D 公司的企业文化和人才战略 ............................................................. 17 
二、D 公司转型后的人力资源战略重点 ..................................................... 18 
三、D 公司应届大学生招聘项目简介 ......................................................... 19 
第三节  D公司销售团队简介 .......................................................................... 20 
一、D 公司销售团队的分工和架构 ............................................................. 20 















第四章  D公司销售培训现状及面临的挑战 ...................................... 27 
第一节  D公司销售培训现状简介 .................................................................. 27 
一、D 公司销售学习与发展部门简介 ......................................................... 27 
二、D 公司销售培训体系介绍 ..................................................................... 28 
第二节  D公司销售岗位社招新员工入职培训体系简介 .............................. 32 
一、D 公司销售岗位社招新员工入职培训需求分析 ................................. 32 
二、D 公司销售岗位社招新员工入职培训计划和实施 ............................. 34 
三、D 公司销售岗位社招新员工入职培训的评估 ..................................... 37 
第三节  应届大学生招聘项目给 D公司销售入职培训带来的挑战 ............. 37 
一、培训对象新 ............................................................................................. 37 
二、胜任力差距大 ......................................................................................... 38 
三、原有的销售入职培训体系不适用 ......................................................... 39 
第四节  构建销售岗位应届大学生入职培训体系的必要性 .......................... 40 
一、为销售岗位应届大学生构建一套专门的入职培训体系的必要性 ..... 40 
二、基于胜任力构建销售岗位应届大学生入职培训体系的价值 ............. 41 
小 结 ............................................................................................................... 41 
第五章  基于胜任力的销售岗位应届大学生入职培训体系构建 ...... 42 
第一节  销售岗位应届大学生入职培训体系构建的原则 .............................. 42 
一、战略性原则 ............................................................................................. 42 
二、针对性原则 ............................................................................................. 42 
三、过程和结果并重原则 ............................................................................. 42 
第二节  基于胜任力构建销售岗位应届大学生入职培训体系 ...................... 43 
一、基于胜任力的培训需求分析 ................................................................. 43 
二、基于胜任力的应届大学生入职培训计划 ............................................. 47 
三、基于胜任力的培训的实施方案 ............................................................. 58 
四、基于胜任力的培训效果评估系统 ......................................................... 61 
第三节  风险预测及应对准备 .......................................................................... 62 
一、培训体系实施所面临的风险 ................................................................. 63 















小 结 ............................................................................................................... 64 
第六章  结论 .......................................................................................... 65 
一、研究贡献 ................................................................................................. 65 
二、不足和展望 ............................................................................................. 65 
[参考文献] ................................................................................................ 67 
附 录 ......................................................................................................... 68 

















Chapter One Introduction ························································ 1 
Session 1 Research Background ···························································· 1 
Session 2 Research Significance ···························································· 2 
Session 3 Research Contents and methods ················································ 3 
Chapter Two Summary of Theory ·············································· 5 
Session 1 Theory of Training  ································································· 5 
Part One Training System ···································································· 5 
Part Two Training Theory ···································································· 7 
Part Three New Hire Onboarding Training ··············································· 10 
Session 2 Theory of Competency ····························································· 11 
Part One the Definition of Competency ··················································· 11 
Part Two Competency Model ······························································· 12 
Part Three the Relationship between Competency model and Training  ············ 13 
Session 3 Competency based Training System ············································ 13 
Part One the Definition of Competency Based Training ······························· 14 
Part Two the Significance of Building a Training System Based on Competency  
Model ·························································································· 14 
Summary ······················································································· 15 
Chapter Three D company and its sales team overview ··················· 16 
Session 1 Overview of D Company ·························································· 16 
Session 2 Overview of D Company HR department ····································· 17 
Part One D Company Culture ······························································ 17 
Part Two HR key Strategy during Transformation ······································ 18 
Part Three New college Graduates Hiring Program Introduction ····················· 19 
Session 3 Overview of D company Sales department ···································· 20 
Part One Organization chart of Sales Department ······································· 20 
Part Two Competency Model of Sales ···················································· 22 
Chapter Four Situation and challenge of D company sales training ···· 27 















Part One D Company Sales Learning and Development Team ························ 27 
Part Two D Company Sales Training System ············································ 28 
Session 2 D Company Sales Onboarding Training System Introduction ············ 32 
Part One D Company Sales Onboarding Training Needs ······························ 32 
Part Two D Company Sales Onboarding Training Plan and Deployment ··········· 34 
Part Three D Company Sales Onboarding Training Evaluation ······················· 36 
Session 3 Challenges to D Company Sales Training System by New College 
Graduates Hiring Program ··································································· 37 
Part One Trainee Is Totally New ··························································· 37 
Part Two Competency Gap Is Big ························································· 38 
Part Three Legacy Training System is Not Applicable ································· 39 
Session 4 the Necessity of Build a Specialized Onboarding Training System for  
Sales New College Graduates Employee ··················································· 40 
Part One the Necessity of Build a Specialized Onboarding Training System ······· 40 
Part Two the Value of Building the Onboarding Training System Based on 
Competency Theory ·········································································· 41 
Summary ······················································································· 41 
Chapter Five New College Graduates Sales Employee Onboarding  
Training System Building--Base on Competency Theory ················· 42 
Session 1 the Principle of New College Graduate Sales Employee Onboarding  
System Building ·················································································· 42 
Part One the Principle of Strategic ························································· 42 
Part Two the Principle of Pertinence ······················································ 42 
Part Three Results is as Important as Process  ·········································· 42 
Session 2 Build the New College Graduate Sales Employee Onboarding  
System Base on Competency Theory ························································ 43 
Part One Competency Based Training Needs Analysis ································· 43 
Part Two Competency Based Training Planning ········································· 47 
Part Three Competency Based Training Deployment ··································· 58 
Part Four Competency Based Training Evaluation System ···························· 61 
Session 3 the Risk Prediction and Preparedness  ········································ 62 
Part One the Risk of Training Deployment ··············································· 63 















Summary  ····················································································· 64 
Chapter Six conclusion ··························································· 65 
Part One Contribution of the Research ···················································· 65 
Part Two Deficiency and Outlook·························································· 65 
References ··········································································· 67 
Appendix ············································································ 68 














第一章  绪论 
 1 





























































































































Degree papers are in the “Xiamen University Electronic Theses and 
Dissertations Database”.  
Fulltexts are available in the following ways: 
1. If your library is a CALIS member libraries, please log on 
http://etd.calis.edu.cn/ and submit requests online, or consult the interlibrary 
loan department in your library. 
2. For users of non-CALIS member libraries, please mail to etd@xmu.edu.cn 
for delivery details. 
厦
门
大
学
博
硕
士
论
文
摘
要
库
